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BULLETIN BOARD

LITIGATION SUBCOMMITTEE
APPOINTED

Acting on a recommendation of its
Litigation Services Task Force and the
MAS Executive Committee, the Insti
tute’s chairman has agreed to elevate
the task force to a standing subcom
mittee, adding it to six current MAS
subcommittees. The Litigation Services
Subcommittee will officially begin its
activity with the start of the 1990-91
committee year in October. The
current members of the task force will
form the core of the new subcommit
tee. Peter B. Frank, coauthor of MAS
Technical Consulting Practice Aid No.
7, Litigation Services, and a member
of the MAS Executive Committee, will
serve as chairman. The subcommit
tee will develop educational and in
formation materials on litigation
services for practice aids, special
reports and articles. It will also moni
tor the litigation consulting field and
recommend further actions to the MAS
Executive Committee when appropri
ate.
WORLD CONFERENCE OF
MANAGEMENT CONSULTANTS

The Management Consultants 1990
World Conference will take place in
New York City on October 9-12 at the
Continued on page 3
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HELPING CLIENTS DIAGNOSE
THEIR PROBLEMS

Every business has problems, but it needs to define them before
solving them. While some companies will engage their CPAs to do
this, others hesitate to invest in a CPA’s services for “possible”
benefits. For this second group, limited assistance—in the form of
prepared questions—may offer a better approach.
MAS Small Business Consulting
Practice Aid No. 3, Assisting Clients in
Maximizing ProJits: A Diagnostic Review
Approach, provides such a question
naire to involve clients in diagnosing
their own problems. This practice aid
includes questions on various aspects
of subjects such as organization, goals,
capitalization, marketing, production
and management.
At my firm, we use a PC to store
prototypes of both short and long ver
sions of the questions. We show clients
the long 40-page form, describe the po
tential benefits of a diagnostic review,
and offer to interview staff and gather
information as a basis for recommen
dations. If the client is not interested in
this type of engagement (and many are
not), we present the short question
naire and suggest that appropriate client
personnel answer the questions them
selves. Each no answer, we explain,
may represent a problem that deserves
further consideration.
Based on each client’s preference,
we print and bind either the short or
long form, using client stationery when
ever possible. Every page includes the
client’s name and a title, such as Man
agement Survey or Strategic Improve
ment Questionnaire. We customize the
short version to suit each specific client.
Clients who have used the short forms
have often asked us for follow-up help
in dealing with problems that their own
answers have uncovered. They have
also found the questionnaires useful

aids for company retreats and strategy
sessions.
The diagnostic review questionnaires
have benefitted my firm by providing a
stream of consulting opportunities re
sulting in either MAS engagements or
MAS consultations. Furthermore, we
can schedule such work for our less
busy times. And because of the time
needed to implement solutions to all
the problems, the completion of the last
one may signal that it’s time to use the
questionnaire again.
Diagnostic review questionnaires
may not be appropriate for all clients,
but those who do use them express
satisfaction with the results. Using the
questionnaire almost always yields
several suggestions for improvement.
Even if the client doesn’t implement the
recommendations, it shows we care!

Darvin C. Melton, CPA
Colorado Springs, Colorado
CPA
MAS
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EDITORIAL

SHOULD NON-CPAs BE INVOLVED
IN AICPA TECHNICAL DIVISIONS?
Well over 10,000 non-CPA professionals provide management advi
sory services as consultants, managers and partner-equivalents at
CPA firms. They offer a variety of needed client services that CPA
firms often could not otherwise provide with professional compe
tence. Should these professionals have the option of affiliating as
associate members of the MAS Division? The MAS Executive Com
mittee believes they should.
The Institute is considering this
matter. Its Governance and Structure
Special Committee has proposed that
non-CPA professionals at CPA firms
should be permitted to become associ
ate members of technical sections (such
as Tax, Personal Financial Planning
and Management Advisory Services). A
special committee of the board of direc
tors is now considering how to respond
to this and other proposals of the AICPA
Governance and Structure Special
Committee.
Implementation of the proposal
would not make non-CPAs members of
the AICPA nor allow them to vote on
AICPA matters. Rather, as associate
members of a technical section, they
would receive technical and behavioral
guidance in the form of materials rele
vant to their practice areas. They would

The public expects all
professionals
employed by CPA
firms to subscribe to
the same standards of
practice.

also agree to adhere to professional
practice standards.
A long history of controversy exists
over non-CPA associate membership in
the Institute; it goes back some 25
years. The Governance and Structure
Special Committee is aware of the sen
sitivity of AICPA members to non-CPA
membership in the Institute. But it also
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recognizes a need for some affiliation
with the organized profession because
the public expects all professionals em
ployed by CPA firms to subscribe to the
same standards of practice. The
committee’s objective, after all, is “to
recommend appropriate changes in the
structure and governance of the AICPA
and the profession to respond to pres-

SUGGESTIONS FROM THE
CPA MANAGEMENT
ADVISOR

Does your firm have and use job
descriptions? If the answer is no, you
are not alone. The same will be true of
most small client organizations and
even some large ones.
Developing job descriptions can
become a new management advisory
service to offer your clients, especially if
some of your staff members have be
come proficient by creating them for
your own firm. Many organizations
consider job descriptions nice to have,
but often lack them because they don’t
have the skills or time to develop them.
In some cases, job descriptions devel
oped years ago need updating.
A 1988 publication, the Position
Description Manual,* contains sample
descriptions for approximately one
thousand jobs, grouped into catego
ries. For example, accounting has 51;
auditing, 16; financial analysis, 6; and
tax, 7. Each individual description has
two major sections: position summary

ent and future needs and expectations
of members and the public." (italics
added)
The MAS Executive Committee sup
ports the proposal for non-CPA associ
ate membership in technical sections.
It would enhance professionalism in
CPA consulting practices. The
committee believes that the lack of an
appropriate Institute affiliation for these
non-CPA consultants in CPA firms could
ultimately prove detrimental, because
non-CPAs’ failure to adhere to profes
sional standards would reflect adversely
on the reputation of the CPA firms with
which they are affiliated.

CPA
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states the major function(s) performed
by the incumbent and position respon
sibility lists all the duties and responsi
bilities.
Developing accurate job descriptions
for existing employees, however, will
not be as simple as pulling them out of
a manual. You will need to interview
employees and their supervisors to
clarify what each staff member actually
does. Often, you may need to combine
two or more of the manual’s sample de
scriptions to adequately present the
duties of a single small-firm employee.
Actual job descriptions may include
data not included in the manual’s
samples, such as typical education and
experience requirements, skills, work
ing conditions and who supervises the
position. You can determine the exact
format and content of job descriptions
for a given engagement by discussing
them with the specific client, and then
document the agreement in an engage
ment letter to avoid problems later.
Check your library for other books on
this subject.

CPA
MAS

*Published by Executive Compensation Service,
Two Executive Drive, Fort Lee. New Jersey 07024.
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THE VIEW AHEAD
GENE E. JACKSON

We’re never sure whether it’s a curse or a blessing to live in interest
ing times. But that this is the nature of our epoch is beyond question.
Looking forward to the 1990s, we can be sure that the times will stay
interesting, thanks to sweeping geopolitical changes, technological
advances and the expanding complexity of the interrelationships be
tween nations, systems, alliances. These forces will continue to
power the growth of management consulting in the nineties, just as
they did in the eighties.
Faced with new dimensions of op
portunity, yet daunted by a higher bo
gey for success in a more competitive
climate, corporationswill increase their
dependence on outside advisors. This
surge of demand for the services of
management consultants comes on the
heels of surprisingly sustained gains
throughout the eighties—a decade in
which the profession gained legitimacy.
Less than fifty years ago, manage
ment consultants were peripheral play
ers in the economy. Today, they have
taken the high ground at the decision
making centers of the corporate uni
verse.
THINGS TO COME

To mark the opening of a new dec
ade, we’d like to hazard some rough
forecasts on the shape of things to come
in our profession:
■ The tempo of change brought about
by new knowledge will force consulting
firms to assume new specialties—and
discard old ones—faster and faster. New
niches will open up, and client de
mands will change focus with lightning
rapidity. There will be sudden bursts of
demand for specific kinds of know-how
and combinations of skills.
■ Joint venturing and alliances among
consulting organizations will grow ex
ponentially—sometimes voluntarily,
sometimes dictated by client demand.
Joint ventures that increase firms’ in
ternational capabilities will be the most
numerous, but others will occur in
response to new combinations of skills
and information—for example, market
ing and finance, R & D and consumer
tastes, management information and
decision making.
Reprinted with permission from Management Prac
tice Quarterly, Winter/Spring 1990, copyright ©
1990, Management Practice, Inc., 342 Madison
Avenue, New York, N.Y. 10173.

■ Organizational development will be a
hot topic in both consulting and client
firms. We foresee an age of experimen
tation with cellular, nuclear, lateral and
hierarchical organizations—part of a
historic, if glacial, moving away from
military-style command structures.
■ In response to greater client so
phistication and understanding of the
consulting process, the standards of
quality in the profession will rise. Op
erators who are less quality conscious
will fall by the wayside.
■ Consultants’ internal systems and
resources will be strengthened by stateof-the-art information and know-how.
More and more firms will a priori “own”
data and its interpretation, rather than,
as in the past, acting as finders and re
trievers on a client assignment.
■ In line with this trend, more con
sultants will acquire the data bases and
case studies needed to give real-time re
sponses to clients. The speed of change
expected in the nineties means that
corporations won’t have time to com
mission a consultant’s study that takes
six months to come to conclusions.
They want insights fast and they want
them now.
■ A broad division will emerge in the
profession between relationship- and
information-based commodity consult
ing. Competition in the first category
will be based on quality of judgment,
strategic insight and originality—in
short, total responsiveness to client
problems. Competition among the in
formation-based commodity firms will
depend more on having the right prod
ucts at the right time.
■ Consultants will capitalize on yet
another trend begun in the restruc
turing eighties: the breaking down of
the old corporate imperative to develop
proprietary knowledge in dozens of staff
functions. In most corporations, there

is still a heavy layer of fat; they continue
to warehouse expertise they rarely use
or deploy effectively.
■ Finally, there are outstanding issues
concerning the limits of corporate
management that consultants must
address. The eighties clipped the wings
of managerial conceit—particularly the
myth that management was a trans
portable skill, that capability in one set
of circumstances could be successfully
applied anywhere.
But what the eighties did not define
were the limits of management in terms
of unrelated product diversification,
corporate scale, alliances and joint
ventures. This is the challenge we face
in the nineties.
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Gene E. Jackson is managing partner of
Management Practice, Inc.
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Waldorf-Astoria. It presents the first
opportunity to participate in this inter
national consulting conference without
leaving the United States. Major themes
of the sessions include “Options for
Expanding a Consulting Practice” and
“Issues in Marketing and Managing a
Consulting Practice.” For further infor
mation, call (212) 206-8301.
NEW TECHNICAL PRACTICE AID

ISSUED

The MAS Division has sent members
Technical Consulting Practice Aid No.
12, Assisting Clients in Developing an
Employee Handbook, its latest publica
tion. Author Roxanne Gibson, who
devotes her practice to human resources
consulting, shows how CPAs can assist
their clients with handbook develop
ment, an important but often over
looked aspect of human resources ad
ministration. Advice and assistance will
help clients avoid many of the problems
and pitfalls they might encounter in
this area.
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PUBLICATIONS REVIEW

Valuation Reference Manual by Tho

mas J. Martin, Thomar Publications,
Inc., 383 South Broadway, Hicksville,
N.Y. 11801, 194 pages, $59.00
If you’re looking for hands-on in
struction in valuation but don’t want a
textbook, this manual may be for you.
Although addressed to business own
ers and buyers who want to do their
own valuations, CPAs should find it
quite informative too.
The book's three sequential sections
help the reader understand valuation.
The first, “Preparing for Valuation,”
explains the process of business valu
ation and illustrates an important ele
ment through a case study on current
and anticipated cash inflow and out
flow. The second section describes vari
ous valuation methods and delves into
specifics, such as goodwill and the
common stock of closely held busi
nesses. Section three deals with addi
tional techniques, including cash flow
analysis and valuing minority share

holders’ stock. Useful supplementary
material in the form of checklists, valu
ation formulas, glossaries and the like
complete the book.
Thomas Martin, the author and
publisher, offers impressive credentials.
An investment banker since 1968, he
specializes in financing and valuing
smaller companies. He has authored
seven other books and is the founder
editor of The Business Owner, a na
tional publication for the owners and
executives of small companies. How
ever, he is not a CPA and there is no
indication he belongs to the American
Society of Appraisers, so he does not
discuss professional standards in per
forming valuations.
CTS Accounting Software Survey.

Computer Training Services, 11708
Ibsen Drive, Rockville, Md. 20852, 1990,
63 pages, $59.00
Want to know how other practition
ers rate specific accounting software

packages? Check the survey conducted
by Computer Training Services and
sent to subscribers of its Guide to Ac
counting Software for Microcomputers.
These subscribers—consultants (in
cluding CPAs) and computer dealers
who evaluate, recommend and support
microcomputer-based accounting sys
tem software—answered questions
about 18 systems reviewed by the
publication.
One hundred fifty-nine subscribers
responded with usable comments on
13 systems. Responses for each system
varied from seven to 87. Criteria, rated
on a scale from 1 (poor) to 5 (excellent),
included performance, stability, flexi
bility, ease of use, documentation and
vendor support. Individual criteria rat
ings were averaged to provide an overall
system rating.
The survey includes a report on each
system, which can help those who use
and recommend accounting software
systems.
CPA

MAS

AICPA
American Institute of Certified Public Accountants

1211 Avenue of the Americas
New York, NY 10036-8775

Non-Profit Organization
U.S. POSTAGE
PAID
American Institute of
Certified Public Accountants

